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SERGE BROUSSEAU
Chairman of the Board of Directors 
OACIQ

BECAUSE  
PREPARING FOR  
THE FUTURE 
STARTS TODAY

BETWEEN US

Am I the only one who is amazed at how quickly time is going by? 
Life is zipping by so fast, it’s not always easy to keep things under 
control! We don’t even have time to get to know our new 
smartphones before they become obsolete... Like ourselves, we 
have to update them to remain on top of the latest trends. Yes, 
things are changing quickly. Very quickly. Who can say what 
tomorrow will bring? 

For this issue, we have tried to reflect on what our future could be 
made of. Because the better prepared we are to face the future, the 
better each of us will fare in this new environment. Our first 
thought was for our clients. Who will they be? We talked to them! 
Get to know your clients of tomorrow (p.13). We also looked at the 
vast array of mobile apps and emerging technological tools (p.18)
with which we will need to familiarize ourselves. 

I mentioned earlier the importance of updating our tools. The 
OACIQ did this in a big way with a complete revamping of synbad.
com. Wow! Have you tested it? In addition to looking good, the 
information is much easier to find and we are sure you will find the 
new My record section very useful! 

But that’s not all: we also have to update our skills! 
Because our profession is evolving, we have to find 
ways to continually improve our knowledge in 
order to stay ahead of the game. As you know, we 
have been working on this together since the 
beginning of the year. The consultation tour was 
very useful. I am happy to say that our efforts have 
resulted in a new Continuing education program, 
created with input from the entire profession. We 
believe that this program will also result in 
enhancing our credibility and the public’s trust in 
our profession. Visit synbad.com for an outline of 
the program.

Yes, I know, it’s a lot to take in. But the more I 
think about it, with the members of the Board of 
Directors, the more I feel that the main challenge 
for all of us in coming years will be the way in 
which we face the evolution of the real estate 
market. 

Bottom line: you hold the keys to your own future. 
How about preparing for it together?

And though it is true that everything is fast-paced, 
I hope you took the time, during the holiday 
season, to relax without any phone interruptions... 

Happy New Year 2015!  

4 Profession BROKER – Winter 2014-2015

https://synbad.com/en/my-account
https://synbad.com/en/pages/continuing-education-program


Province-wide 
ad campaign: 
impressive 
results!
During the fall, between two major TV programs or two news items on the 
web, the Québec public was targeted by a new advertising campaign developed 
jointly by the OACIQ, the QFREB and the real estate boards.

The results show that this historic union was able to repeat the success of 
last spring’s campaign with the new adline “I wanted to buy without a broker”:

 • Over 30,000 views of the ad on YouTube; 

 • Over 8,000 hits on the thinkbroker.ca microsite.

This success is certainly due to the Brad agency’s concept and the creativity 
of the Médialliance agency’s media plan, but also to you who joined the 
movement by sharing the ads on your social networks, blogs and other media. 
Of course, no effort was spared.

An advertising effectiveness survey conducted by Léger firm with 1,000 
Quebec respondents confirmed that this advertising campaign was as popular 
as the spring’s campaign.

Here are some highlights of this survey:

 • 93% of respondents understood the purpose of the ad, namely that 
the broker is a key ally in a real estate transaction;

 • After viewing the ads, 81% agree that dealing with a broker provides 
protection for the buyer and the seller;

 • 78% consider that the message is credible, i.e., it properly represents 
the benefits of doing business with a real estate broker;

 • 68% of them enjoyed the ads for their humorous and realistic side, 
among other things.

The ads also succeeded in influencing future buyers to deal with a real estate 
broker, even the most difficult-to-convince buyers. Indeed, almost 50% of 
respondents planning to buy without a broker said that the ads have 
encouraged them to enlist the services of a real estate broker.

Once again, this historic alliance proved effective, but more importantly, the 
results show that the public is listening to our message: purchasing a home 
can lead to a slew of complications if you do not enlist the help of a real estate 
professional.

http://www.thinkbroker.ca


With a mortgage broker, you get personalized service,  
sound advice, and across-the-board protection.
Think of a professional to help you.  Think of a mortgage broker. oaciq.com/mortgage

The public clicked!

Advertising campaign on mortgage 
brokerage

Why do business with a real estate broker? In order to answer this 
question even better, the OACIQ launched an advertising campaign 
last fall. Judging by the way it was received, the campaign was a 
success! 

With a goal of promoting public protection by showcasing the 
advantages of doing business with a mortgage broker, the web and 
print media campaign reminded consumers that their interests are 
in good hands with this professional.

Launched on September 22 in English and French, and running for 
six weeks, web ads yielded impressive results. The animated islands 
resulted in 5,784 clicks on the OACIQ website.

The four ads were also published in the dailies The Gazette, Le 
Journal de Montréal and Le Journal de Québec, helping to reach 
future buyers as well as owners seeking to renew their mortgage. 
Given these conclusive results, we sincerely hope they will have a 
direct impact on your clientele.

You should campaign too! 
Even though the web and print campaign is now over, you can keep 
it alive on your social networks and websites. How? Simply by going 
on synbad.com and downloading all the materials you need!

For more content on mortgage brokerage, see the column on “Mortgage 
brokerage” (p.35).  

https://synbad.com/en/pages/mortgage-brokerage
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The beta version of the brand-new synbad.com has been 
available for browsing for several days now. Over the last 
months, the OACIQ completely revamped it along the same 
lines as the public site oaciq.com. 

The new version of Synbad, in break-in period for a while, is 
now easier to browse, has an updated look and gives you 
quick access to the information you need. Many of you 
expressed a wish for a more efficient search engine and 
improved information organization. We are confident that 
the changes we made will answer that wish! The site’s secu-
rity protocol has also been enhanced, as you will see when 
you log in.

Also new is the My record section, where you can see all your 
information at a glance and have access to important details 
regarding your record. In addition, you will now be able to 
change your photo in the register of brokers via Synbad.

Everything has been done to ensure that this new platform 
is a very useful tool for all your daily activities. But the work 
is not over yet. We will continue to make improvements to 
Synbad in the coming months. During this break-in 
period, help improve the site: email us your feedback at 
commentaires@synbad.com! Read all about these in your 
Pro@ctive newsletter!

Consult the tutorial of the new Synbad 
 in Synbad.com!  

In beta version  

The new Synbad  
unveiled at last

file:///C:\Users\isabelle\AppData\Local\Microsoft\Windows\Temporary Internet Files\Content.Outlook\6K11ZBTM\oaciq.com
https://synbad.com/en/members
http://www.oaciq.com/en
mailto://commentaires@synbad.com
http://www.oaciq.com/VisiteSynbad/tutoriel-membres.html
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Mandatory continuing  
education program 
2015 > 2017

THE POWER  
TO DO MORE
Last fall we announced the implementation in 2015 of the very first 
cycle of the new Mandatory continuing education program (MCEP) 
for real estate and mortgage brokerage. After consulting the 
profession as a whole, preparing a report and working with several 
groups on this, we are very proud to launch this new training 
program.

Profession BROKER – Winter 2014-2015



We believe the program meets the ongoing need for 
skills maintenance and development, and reinforces 
our profession’s credibility in the eyes of the public. 
This program was devised and built by all of us to make 
sure our practice evolves with the needs of society. We 
hope this new tool will be very useful to you and will 
help you showcase your added value in a real estate 
transaction.

Good news: although the MCEP starts only on May 1, 
2015, the training activities you complete between this 
announcement and the official start of the program will 
count as part of the continuing education units (CEUs) 
which you need to obtain during the first 2015-2017 
cycle. 

Basically, all brokers are required to accumulate 
18 CEUs between May 1, 2015 and April 30, 2017. You 
may acquire these CEUs via diverse and current 
training activities offered by various accredited 
providers from every sector of our industry.

The training activities are divided into two 
main topic categories, i.e. Core Content and 
Specialized Content. (See their description on the 
following page.) You must obtain a minimum of 6 CEUs 
in the Core Content category; the rest (12 CEUs) can be 
accumulated in the subject of your choice in either 
category.

We are currently accrediting several providers so that 
you can get your training where, when, with whom and 
at the price your wish. Visit the Continuing education 
page in Synbad for a list of accredited training activities. 
Encourage your trainers to have their activities 
accredited as well so that you can obtain CEUs 
recognized under this program. We have also reviewed 
the price of online, classroom and web-based education 
activities offered by the OACIQ in order to bring you a 
quality Program at an affordable cost.

Questions? Be assured that we will keep you informed 
of all details via the Pro@ctive newsletter as well as in 
Synbad. You can also:

 • ask your agency executive officer;
 • view the Continuing education page in  

Synbad;
 • contact the OACIQ Info Centre  

at info@oaciq.com.

Did you know that the trainings, conferences, seminars, etc. that 
you or your agency provide can also be accredited? To learn more 
about accreditation, see the General accreditation procedure for 
additional training activities on the Continuing education page 
in Synbad. 

https://synbad.com/en/pages/continuing-education-program
https://synbad.com/en/pages/continuing-education-program
mailto:info@oaciq.com
https://synbad.com/en/pages/continuing-education-program
http://faltour.com/home.html
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CORE CONTENT

Any training activity whose primary aim is to 
protect the public and allow brokers and agency 
executive officers to acquire, maintain, update, 
improve and perfect the skills required in a real 
estate or mortgage brokerage transaction, and 
related to at least one of the following topics:

 • General or special legal rules set out in  
the Real Estate Brokerage Act and  
its regulations;

 • Content, use and drafting of contracts and 
forms relating to brokerage transactions 
described in section 1 of the Real Estate  
Brokerage Act;

 • Professional conduct of brokers and agency 
executive officers.

SPECIALIZED CONTENT

Any training activity whose aim is to develop the 
knowledge, skills or abilities as part of a real estate 
or mortgage brokerage transaction, and related to 
at least one of the following topics:

 • Any legislative or regulatory reform,  
other than the Real Estate Brokerage Act, 
that may affect the activities of brokers  
and agencies;

 • Any material, physical or environmental 
consideration that may affect the object  
of a brokerage transaction;

 • Ethics of brokers and agency executive  
officers;

 • Management of the professional activities  
of brokers and agencies;

 • Assessment and quality of an immovable;

 • Financial implications of transactions;

 • Financing of transactions.

New custom-tailored 
training activities
Ensuring broker competence through continuing 
education is one of the priorities that need to be 
developed within our profession. In order to show 
the public that a broker has the necessary expertise 
and knowledge to carry on a real estate or mortgage 
transaction, here are some new training activities 
available to you!

Radon: Radon is an invisible, odourless, colourless 
radioactive gas that is naturally present in the soil. 
In the open air, the amount of radon gas is very 
small. But in a building, it can accumulate at high 
concentrations and pose a health risk. The OACIQ, 
in collaboration with Health Canada, has made a 
training activity on radon available online to inform 
brokers about Health Canada’s guideline on radon, 
so that they can adapt their practice accordingly.

Electronic signatures: The use of electronic 
forms and electronic document management by 
agencies and brokers has created a demand for the 
use of electronic signatures. Solutions are now 
available to sign real estate brokerage documents 
without the need to print, scan, fax or send docu-
ments by express courier. This online training will 
help you demystify this quick and simple way to 
carry out transactions securely, instantly and 
confidentially.

Identification and identity verification: The 
process of identifying clients on brokerage forms 
and verifying their identity is not only a formality. 
This process allows you to correctly bind the parties 
with each other, prevent disputes and avoid being 
an unwitting player in a suspicious transaction. 
This training in the form of a webinar will be 
available as of winter 2015; keep an eye on our 
training calendar.  

TWO MAIN CATEGORIES  
OF TRAINING

Profession BROKER – Winter 2014-2015



SYNBAD.COM/PROGRAM-EDUCATION

CONTINUING EDUCATION PROGRAM  >   2015-2017

 
  THE POWER

TO DO MORE
Training gives us leadership. We gain confidence and broaden 
our horizons. Therefore, our clients come out on top…  
and we earn a better living!

Vice-Chairman of the Board of Directors, Société immobilière Landmark 
In the profession for 42 years

> JACQUES MÉTIVIER

https://synbad.com/en/pages/continuing-education-program
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Looking to 
the future

DOSSIER

For this matter, we interviewed many brokers,  
including Mehdi Jamal, Francis Mireault Fauvel  
and Danielle Bolduc.

• Your future clients

• Brokers talk

• Tech tools

• InstanetFormsTM Tool 
Try it, you’ll like it!

• The home of the future

• Showcasing properties

• Drones

Profession BROKER – Winter 2014-2015
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Your future clients:
Their expectations, their needs
They number over 1.3 million. Succeeding the Y Generation (the American Mil-
lenials), they were born with their umbilical cord firmly wrapped around the 
mobile web. They are better informed and more in a hurry than their elders, and 
they demand personalized attention and service. Here are your future clients!

Marilou, 17, never goes anywhere without her smartphone. She uses it constantly to 
communicate and keep in touch with her network. Shopping online is something she 
does as a matter of course. She researches things in depth before contacting a merchant. 
When she decides to act, it’s because she feels she knows what she wants, and she wants 
it now.

Like other youths we interviewed, she is a true representative of the 12-24 generation. 
This generation is very well described in a series of surveys* by the research network 
CEFRIO (Centre facilitating research and innovation in organizations).

Here is their profile.



Marilou

Age 17
Mauricie
Currently a student, wants to study law in university
Dreams of helping the poor, having a house and a family

“The broker who wants me as a client will have to make an 
effort to get to know me, myself and my needs.”

Dominic

Age 20
Montreal’s South Shore
Currently working full-time
Dreams of becoming owner one day

“When I am ready to buy a home, I will look on the internet 
and I will want the images to be as realistic as possible so 
that I can get a good idea without having to see everything in 
person. The more images the better.”

Antoine

Age 18
Mauricie
Currently working, planning to study mechanical engineering
Dreams of a stable professional and family life

“A broker who glosses over everything will be less attractive to me 
than one who is honest and tells me, for example, that such or 
such a house meets our needs but has this or that problem.”
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Similar dreams, but the 
need for even more 
connectivity
A student who also works part-time, Marilou, who lives 
in a suburb of Shawinigan, would like one day to have 
children and raise them in her very own house. To find 
it, her first reflex will be to consult virtual resources on 
her tablet and phone: “I will make a list of properties 
that interest me and compare their description sheets.” 

Will she go through a broker? “Yes, I think so. There are 
professionals in every field, and this one will be in the 
best position to help me.” Her expectations: “I would like 
for the broker to listen to me and help me zero in quickly 
on what I want, to give me more detailed information 
about the market.”

For Antoine also, a young 18 year-old worker who is 
planning to go back to school to study mechanical 
engineering, everything goes through the internet. This 
is where he goes to get tools and information in order to 
be better prepared to deal with merchants. He is doing 
it more and more via his mobile phone, like 86% of the 
18-24 age group.

When the time comes to choose a home, a dream which 
he would one day like to fulfill, Antoine intends to 
document himself thoroughly on what he is looking for, 
and on the broker with whom he plans to do business. “I 
will get information on him from my acquaintances. 
Then I will ask him trick questions to see if he’s honest.”

The need to adapt  
our methods
All the experts agree: consumer habits have changed, 
especially in the 12-24 age group, and the traditional 
business model is no longer relevant. Under this model, 
we determine what we’re going to sell, how, where and 
at what price, then we promote it and the target clientele 
buys it; in other words, we control the product. But with 
this new dynamic and well-informed generation, this 
way of doing things is no longer effective.

This was precisely the message delivered last spring by 
the speakers at the OACIQ Annual General Meeting, 
including Jean-François Ouellet, an associate professor 
of Marketing at HEC Montréal and Martin Lessard, a 
consultant and expert in social media. (View a video of 
their conference or their interview in the Profession 
BROKER on the AGM page.)

A series of studies by the CEFRIO on the young 
generation of Quebecers draws the same 
conclusions: the internet is transforming the 
relationship between clients and providers of goods or 
services. We will need to adopt the point of view of 
tomorrow’s clientele on these platforms to be able to 
meet their needs.

Everything online  
without delay
Youths between the ages of 12 and 24 spend the most 
time on the internet: an average of 19 hours a week. 
They email and text more than the rest of Quebecers 
and use these tools to express their opinions and to 
select goods and services.

Like most members of their generation, Marilou and 
Antoine consider themselves to be savvy consumers, 
and for them, time is a major factor. They are put off 
by complicated websites, and if they contact a mer-
chant or a professional, they expect an immediate 
response.

For members of this generation, going to a place 
of business is less important than for older 
consumers, because not doing so saves them time. 
Therefore a merchant’s physical location is important 
only to 30% of 16-24 year-olds. Dominic, a 20 year-
old worker from the metropolitan area, explains: 
“When I am ready to buy a home, I will look on the 
internet and I will want the images to be as realistic 
as possible so that I can get a good idea without 
having to see everything in person. The more images 
the better.”

https://synbad.com/en/pages/assemblee-generale-annuelle-2014
http://www.cefrio.qc.ca/en/projects-research-investigations/
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Debt a nuisance, but not  
a deterrent
Debt is a major concern for this generation. Very aware 
of their limited purchasing power, they do not want 
to incur undue debt in order to become homeowners. 
“I know that you need a sizeable downpayment to buy 
a house, so I will take my time in order not to incur too 
much debt,” confirms Antoine. 

But this concern should not deter them from 
owning property. In a recent survey by Léger 
Marketing, even though 46% of 19-33 year-olds feel 
that the tightening of mortgage rules will hinder their 
capacity to buy, over 80% continue to think of real 
estate as a sound investment, and less than 10% do not 
ever intend to become homeowners.

How can we develop  
their loyalty?
The young people interviewed for this article, as well 
as those surveyed by the CEFRIO, were clear about 
their expectations: as buyers, they will be well-infor-
med, demanding, and analytical. “The broker who 
wants me as a client will have to make an effort to get 
to know me, myself and my needs,” stresses Marilou. 

As for Antoine and Dominic, they want facts: “There is 
a way of saying things,” claims Antoine who states that 
“a broker who glosses over everything will be less 
attractive to me than one who is honest and tells me, 
for example, that such or such a house meets our needs 
but has this or that problem.”

Given this, how do we increase our chances of building 
loyalty in these clients? Sandrine Prom Tep, a con-
sumer behaviour specialist and doctoral student at 
HEC Montréal, has issued some practical advice for 
anyone who wishes to increase their chances of meet-
ing these youths’ expectations when, among other 
things, they are ready to become homeowners. Here is 
her advice, adapted to your context:

Be where they are
Internet; mobile apps; e-stores; Facebook. Be present 
now and remain current with communication techno-
logies in order to be able to communicate with them on 
their terms and with their tools.

Be quick and direct
Respond quickly to their demands; use direct 
language.

Make them feel unique
They like to identify with a brand. By standing out and 
cultivating your brand, you will win followers. This 
means your communications will have to be even more 
personalized.

Cultivate word-of-mouth
The word-of-mouth in this case is virtual. Be very pre-
sent with these youths’ decision influencers and on 
Facebook in order to address them directly. If neces-
sary, have a website, but make sure it is kept current 
and has no spelling errors.

Engage them in research and development 
efforts
“Tell me, and I will forget. Show me, and I may remem-
ber. Involve me, and I will understand.” Marketing 
experts have found that this maxim by Confucius 
applies particularly well to today’s youths.

Show them that you are a good corporate 
citizen
Ethical purchasing is increasingly important for them. 
Being able to prove that you are socially, environmen-
tally or commercially responsible is a plus.

The purpose of this expert advice is to adapt to the 
expectations of youths, which will gain more and more 
importance as this age group matures, because they 
will expect to find in real estate the same attributes as 
in the communication universe they now inhabit.
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Excellence is the standard
The advent of the internet has given consumers a lot 
of power. Because they are more at ease with this 
information tool, members of the younger generation 
are very aware of the level of confidence and power 
they have gained, and they use it to get what they want. 

Which leads Don Tapscott to conclude, in his book 
Grown Up Digital: “To gain a competitive  edge, 
organizations more than ever will have to set them-
selves apart by their products, the quality of their 
service or their price, because weaknesses will be 
much harder to hide.” 

By making sure you have the right tools, you will be 
able to meet the expectations of these future buyers 
when they come knocking on your virtual door!

*  Most of this data comes from the Centre facilitating 
research and innovation in organizations (CEFRIO), 
especially its studies on Generation C (12-24 year-
olds). The CEFRIO interviewed at least 2,020 youths, 
asking them 65 questions.

Read Génération C: Les 12-24 ans – Moteurs de trans-
formation des organisations. Rapport-synthèse. 

Youths and internet 
consumption

• 49% of 16-24 year-olds have used the internet  
to purchase a product or service.

• 53% of 16-24 year-olds feel that they save when they 
buy on the internet.

• 71% feel that it is a safe way to buy.

• 60% say that before making a purchase, the opinion of  
a close one (friend, acquaintance, family member) was 
the determining factor in the choice of product or service.

• Clear terms of purchase is THE dominating factor in the 
choice of a purchase site, before price (41%).

Source : CEFRIO  

Very aware of their 
limited purchasing 
power, they do not 
want to incur undue 
debt in order to 
become homeowners

http://www.cefrio.qc.ca/publications/numerique-education/generation-c/
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Your tools  
for today  
and tomorrow!

Virtual applications,  
viewing and measuring tools...

Gone are the days when all you had to do to sell a home 
was to show it. With consumers increasingly used to 
seeing everything in ultra-high definition, the way 
properties are presented will continue to evolve. 

To help you do this, you are already using several 
technological applications and tools. In fact there are 
more and more of them on the market. Several agencies 
and banners also have their own applications, which 
they make available to their brokers or prospective 
clients. 

Tablets and smartphones have become virtual offices. 
An office that is well equipped technologically allows you 
to be more efficient. Here are some of the applications 
that can best support you in your activities, starting with 
the most popular. Visit the App Store or Google Play 
pages for more options!
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Prospects
Functionalities: A versatile tool from Centris to 
keep in touch with clients and your work team, 
synchronize appointments, etc. Centris property 
search; comparables search by GPS, by detailed 
criteria, by listing number; email listings; statistics 
(median price, average listing period, etc.) for the area; 
send a showing request to the listing broker (via 
Immocontact). “Insta-View” function: in front of a 
property, point your smart device at the property and 
click on “Insta-View” to access the property’s detailed 
description sheet

Versions: Web and mobile iPhone; iPad; Android; in 
English and French

Immocontact
Functionalities: A system to manage communications 
and showing requests for real estate professionals.

Versions: Web and mobile iPhone; Android; in 
English and French.

Scanbot
Functionalities: Scan documents or QR codes and 
convert documents to PDF or jpg.

Versions: Mobile iPhone; Android, in English and 
French.

Centris mobile
Functionalities: Search by map with GPS, by 
address, by listing number, by detailed criteria; 
payment calculator; broker search; mortgage calculator; 
find open house listings; email listing information; 
Insta-View – save searches. In addition, on iPad: select 
a specific search area using the Lasso Tool.

Versions : Web and mobile iPad; iPhone; Android; 
Centris.ca mobile site, in English and French.

For your practice

AVU3D.com, or Québec’s  
immersive tour in 3D

Clients want to see a property online as if 
they were there. This is exactly what the 
AVU3D software offers, using immersive 
images presented in the form of a tour 
that allows the viewer to “circulate” from 
one room to the next. Several immersive 
tours are available on the site.

This program, created by Urbanimmer-
sive, a Laval company, is very popular. In 
September the firm announced an agree-
ment with the APCHQ to create a fully 
immersive portal offering all the manage-
ment tools needed to perform AVU3D 
tours.

Google Maps
Functionalities: Voice-activated GPS navigation; 
local info and resources by address; interior plans; 3D 
plans; Street View.

Versions: Web and mobile Android; iPhone; iPad, in 
English and French.

Important note: This application uses a lot of battery 
power.

Copilote immobilier
Functionalities: Convert property photos to video 
documents. Québec-based paying service (free trial).

Version: Web.

http://www.prospects.com/english/index.html
http://www.google.fr/intl/ALL_en/mobile/maps/
http://copiloteimmobilier.com/
https://play.google.com/store/apps/details?id=com.prospects_mobile
https://itunes.apple.com/ca/app/prospects/id422759714?mt=8
https://itunes.apple.com/ca/app/prospects/id422759714?mt=8
https://www.immocontact.com/immocontact/mobile/login.asp
https://www.immocontact.com/immocontact/mobile/login.asp
https://www.immocontact.com/immocontact/mobile/login.asp
https://scanbot.io/en/
http://www.avu3d.com/
https://itunes.apple.com/ca/app/scanbot-pdf-scanner-qr-reader/id834854351?mt=8
https://play.google.com/store/apps/details?id=net.doo.snap
http://www.centris.ca/en/mobile
https://itunes.apple.com/ca/app/centris.ca-pour-ipad/id634580912?mt=8&l=fr
https://itunes.apple.com/ca/app/centris.ca/id604024675?mt=8&l=fr
https://play.google.com/store/apps/details?id=com.centris_mobile&hl=fr
http://www.centris.ca/fr/outils-mobile
https://itunes.apple.com/fr/app/id585027354?mt=8
https://itunes.apple.com/fr/app/id585027354?mt=8
https://play.google.com/store/apps/details?id=com.google.android.apps.maps
http://www.avu3d.com/
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SpeakingPhoto
Functionalities: Allows you to record audio com-
ments on a photo you’ve just taken. Useful during 
showings to take verbal notes or to enhance the pres-
entation of a listing on a website or by email.

Versions: Mobile iPhone; iPad; Android, in English 
and French.

Walk Score
Functionalities: Tool that assigns a walkability 
index to a neighbourhood. Uses algorithms weighted 
by the opinions of internet users (English).

Version: Web.

EasyMeasure, ImageMeter, 
Photo Measures and Photo 
Ruler ABC Pro
Functionalities: Basically a tool to measure anything 
you photograph. Caution: must be calibrated to ensure 
reliable results. Very useful to measure rooms and 
furniture, distances, etc. This type of tool is popular 
and available in several variations on each platform. 
Find the one that suits you best!

Versions: Mobile Android: Image Meter and Photo 
Measures (English); iPhone: Photo Ruler ABC Pro; 
EasyMeasure (English and French).

Important note: Some tools are more flexible than 
others. For instance, ImageMeter allows you to meas-
ure a room even after the photo is taken.

For your clientele
Instagram
Functionalities: Photo and video sharing service 
Very popular, notably on Facebook. Allows you to leave 
comments on property pics.

Versions: Mobile iPhone; Android, in English and 
French.

ColorSnap, Color Capture
Functionalities: These are only two of the many 
applications you can use to help your clients see their 
walls virtually painted in a different colour, in order to 
choose the right one.

Versions: Mobile Android; iPhone; iPad (English).

Porch
Functionalities: Modelling tool. Allows the prospec-
tive buyer to view designs for similar properties in 
terms of area based on the chosen renovation cost. More 
info here.

Versions: Web English.

ListTrac
Functionalities: A brand-new tool from California. 
Allows you to measure the effectiveness of sites where 
your properties are listed. See also their Facebook page. 
Under development in English.

Version: Web.

Elsewhere and in the future

https://speakingphoto.com/
http://instagram.com/
https://itunes.apple.com/ca/app/instagram/id389801252?mt=8
https://play.google.com/store/apps/details?id=com.instagram.android&hl=fr
https://play.google.com/store/apps/details?id=com.benjaminmoore.colorcapture3
https://itunes.apple.com/us/app/speakingphoto/id485844944
https://itunes.apple.com/us/app/speakingphoto/id485844944
https://play.google.com/store/apps/details?id=com.speakingPhoto
https://play.google.com/store/apps/details?id=com.colorsnap
http://www.walkscore.com/
https://itunes.apple.com/us/app/easymeasure-measure-your-camera!/id349530105?mt=8
https://play.google.com/store/apps/details?id=de.dirkfarin.imagemeter
https://itunes.apple.com/fr/app/photo-ruler-abc-pro/id365256616?mt=8
https://play.google.com/store/apps/details?id=com.bigbluepixel.photomeasures.lite
https://itunes.apple.com/fr/app/photo-ruler-abc-pro/id365256616?mt=8
http://porch.com/start
http://www.listtrac.com/MS/mm.html
https://www.facebook.com/ListTrac
http://www.realtor.com/news/introducing-the-porch-home-neighborhood-report/


We are the Government of Canada’s national housing agency and the 
go-to resource to help you settle in Canada. Canada Mortgage and 
Housing Corporation (CMHC) gives you the tools you need to make 
your housing decisions and find a safe, affordable home for your family. 

We offer information on renting and  
buying your home in 8 different  
languages. We understand what  
home means to you.

home
WELCOME

Visit us at   
www.cmhc.ca/newcomers

Elsewhere and in the future 
(continued)

The OACIQ presents these applications 
for information purposes only and does 
not offer any endorsements. Visit the App 
Store and Google Play pages regularly to 
find out what’s new.

DO YOU KNOW A USEFUL 
APPLICATION? 

Share it with us!  
info@oaciq.com !   

Homesnap 
Functionalities: Take a photo of a property and, if it 
is for sale, get all the information on it (currently only 
available for the American MLS network). Free and Pro 
versions.

Versions: Mobile iPhone; iPad; Android, in English.

Revaluate 
Functionalities: Livability index of the neighbour-
hood where a property is located, including crime rate, 
environmental index, quality of life index, costs 
specific to the neighbourhood. Complements the infor-
mation provided by Walkscore.

Version: Web, beta English.

mailto:info@oaciq.com
http://www.homesnap.com/
https://itunes.apple.com/us/app/homesnap-real-estate-mls-homes/id506563991?mt=8
https://itunes.apple.com/us/app/homesnap-real-estate-mls-homes/id506563991?mt=8
https://play.google.com/store/apps/details?id=com.homesnap
https://revaluate.com/
http://www.cellcomrivesud.com/oaciq
http://www.schl.ca/newcomers/english/index.html
mailto:info@oaciq.com
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Brokers talk
They come from different backgrounds but have in common a sincere passion 
for their profession, which has exciting challenges ahead. Three brokers accepted 
to share their points of view on the present and future of Québec’s real estate 
brokerage clientele and tools.

Changing practices
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Mehdi  
Jamal
Saint-Eustache

“The broker’s role has changed a lot. Before, we used to 
show houses. Now, we sort, we filter, we find the best of 
what’s available and we present it to the client in a concise 
manner. Today we have to distinguish ourselves by our 
skills and our knowledge. Technology is at the heart of all 
this, because the public is very well informed. Brokers need 
to evolve, if not faster than their clients, then at least at the 
same pace.” 

The holder of a brokerage licence since 2008, Mehdi Jamal 
is the Executive Officer of RE/MAX V.R.P. agency in Saint-
Eustache. This 31 year-old broker has observed that 
consumer expectations of real estate professionals have 
changed, which puts more pressure on brokers, “because 
the public can doubt the truth of some of his assertions, ask 
questions, challenge him.” But, he adds, just because you 
have access to more information doesn’t mean that you are 
better informed, and this will be even more true of young 
buyers: “The big challenge will be not to lose them, because 
they often think they can do it all themselves.” 

“In the future, brokers will succeed by 
showing their added value, which is no 
longer the property search, but rather the 
security and the advisory role they provide 
in a transaction.”

Mehdi Jamal

How can we successfully meet these heightened expecta-
tions? “In the future, brokers will succeed by showing their 
added value, which is no longer the property search, but 
rather the security and the advisory role they provide in a 
transaction,” he concludes.

As for technological tools, they are a must. “No broker can 
afford to work without a smartphone. In addition, we all 
have our tablets and our laptops. Nowadays, there is little 
verbal communication between agencies and brokers, or 
between brokers; everything is done electronically.” 

According to Mr. Jamal, technological tools will continue to 
be present “and even play a greater role in our daily lives, 
because we have to be as quick as customers demand.”

The challenges for brokers in the future? “Adapting to techno-
logical changes, market changes and client expectations.”

Take a photo of your
Home and Auto policy
summaries or quotes.

Send them at
photo@dpmm.ca
and include your  

telephone number.

We will deduct
at least 10 % off

the price of any policies
or offers made

by the competition*.

*  A broker will get in touch with you to complete a quote. Premiums are guaranteed for 24 months. 
Certain conditions apply. Dale Parizeau Morris Mackenzie Inc. is a financial services firm.

The smartphone way to save on your insurance

http://www.dpmm.ca/en/oaciq
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Danielle  
Bolduc
Québec

“Only a broker can guide the clients,  
get them to their destination. A machine 
can’t do that.” 

Danielle Bolduc

Danielle Bolduc has seen quite a bit of change in her 16 years 
as a residential broker in the Québec City area. “We used to 
work with books; we provided clients with lists of products. 
Today, clients determine what interests them first, then 
they call us.” It creates pressure to remain on top of things, 
confirms this agency executive officer for Via Capitale 
Québec Champlain.

The younger generation? “They don’t wait. They were born 
that way, and we need to adapt.” She feels strongly about the 
importance of being on Facebook, “because young people 
want to know who we are before they do business with us. 
If you’re not on Facebook, you hear about it.”

In terms of service, she says that you have to be ahead of 
their needs and educate them to help them progress. You 
also have to speak their language: “They’re not looking for 
a business relationship; they want us to take their lifestyle 
into account and to experience the process with them. So 
we have to customize our approach, analyze who we’re 
dealing with, so that they feel good about having us work 
with and for them.”

Mrs. Bolduc’s point of view reminds us that although 
everything will be about technology and adapting to client 
needs, the quality of the relationship with the client will 
remain crucial. As she aptly says: “Only a broker can guide 
the clients, get them to their destination. A machine can’t 
do that.”

At 28, Francis has made a name for himself as a broker 
working for RE/MAX T.M.S. agency in the last five years by 
striving to stand out from the competition. For example, he 
offers a free moving truck to his buying and selling clients.

He has also built a warehouse containing home-staging 
accessories that a firm uses in his clients’ properties. 
“Clients have access to these free of charge so they can 
show their home at its best.” On the marketing side, he did 
not hesitate to hire a video firm to produce videos on the 
municipalities of his area, “because you’re not only buying 
a home, you’re buying a location, an area.”

The image of efficiency and integrity which he has built for 
himself is something he cultivates carefully. “It’s good to 
have an image, but it would not get me far if I didn’t deliver 
results!” To do that, he has structured his business so he 
can quickly respond to requests.

His clientele is mostly made up of the younger generation: 
“Young buyers are very well informed,” he confirms. “We 
have to stay one step ahead in order to be able to serve them 
properly. We live in the information age, so we have to work 
in that environment and be efficient at it.” Even if clients are 
well informed, like his colleagues he feels that “they must 
be educated about the problems that can arise in the course 
of a transaction and the added value that a broker can bring 
by overseeing it.”

This broker feels “very confident” about the future of 
brokerage in Québec. The reasons: “I think brokers will set 
themselves apart and will have diverse skills, including in 
marketing, while being honest and working in the public’s 
best interest. It’s the best way to elevate our profession!,” he 
concludes.

Francis  
Mireault  
Fauvel
Sainte-Anne-des-Plaines

“Young people are very well informed. We 
have to stay one step ahead in order to be 
able to serve them properly.”

Francis Mireault Fauvel  
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InstanetFormsTM Tool

Try it, you’ll like it!
Still not using OACIQ electronic forms? Discover the 
InstanetFormsTM tool, available on Centris and in 
Synbad. But be warned: once you start using them, 
you will never want to go back to paper! In a user 
survey conducted in September, 97% of respondents 
said they would recommend that all their broker 
colleagues switch to electronic forms.

In addition, 83% of respondents indicated that they 
use electronic forms because they are quick, efficient 
and practical, in addition to projecting a professional 
image. Profession BROKER spoke with two major 
users.

Now that he has started using the forms, Mickaël 
Anselin, a Chartered Real Estate Broker AEO with 
the Via Capitale Québec Champlain agency, couldn’t 
do without them: “I use them for everything. It saves 
a lot of time, it is transparent, without ambiguity, 
and professional-looking for the client. I can 
automatically transfer the data from the description 
sheet to the form, which is a huge time saver.” He 
only uses paper as a back-up plan.

Line Beaulieu, Real Estate Broker with 
Royal LePage Tendance, uses them for 
the Promise to purchase, the Exclusive 
brokerage contract, Amendments, etc. 
Here’s what she has to say: “Electronic 
forms save a lot of time and they are clean, 
clear and well designed.

I recommend them.”

InstanetFormsTM 

Web platform on which you can use 
digitized versions of the OACIQ forms on 
Centris and in Synbad. Useful, including 
because the information from the detailed 
description sheet is automatically entered. 

Interactive tool on forms

A tool in Synbad featuring annotated 
versions of the OACIQ forms that explain 
complex or problem clauses. Supplemented 
by an FAQ that provides practical answers 
to common problems.  

https://synbad.com/en/members
https://synbad.com/en/pages/electronic-forms
https://synbad.com/en/forms-tool
https://synbad.com/en/members
https://synbad.com/en/faqs/forms-of-real-estate-brokerage
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THE HOME 
OF THE 
FUTURE
It will probably be:

 • modular: rooms will be modifiable and 
interchangeable for expansion, replacement;

 • with a neutral environmental footprint  
(will produce as much energy as it uses);

 • completely recyclable;

 • movable (light and connectible);

 • weather-resistant;

 • durable;

 • intelligent: wireless; connected to the internet;  
with cameras and artificial intelligence to manage 
modifiable parameters from a remote location and, 
in case of problem, alert the plumber,  
the electrician, etc.;

 • connected to various networks depending  
on needs (seniors, children, teens, etc.);

 • physically integrable to a multiplex housing 
network, like a giant Lego block.  

Profession BROKER – Winter 2014-2015
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From Instamatic to 
professional photography

Showcasing properties

If a picture is worth a thousand words, bet-
ter make sure it is flattering!

Whether you are one of those rare people who take 
photos of their listings themselves, or whether, like the 
great majority of brokers, you use the services of a 
professional photographer, you know that requirements 
in terms of image quality have evolved greatly. This has 
also been the observation of Marie-Andrée Rhéaume, 
professional real estate photographer.

“Ten years ago, some brokers took pictures themselves 
with their digital cameras. But photos have become so 
important in the presentation and marketing of 
homes that they have started using the services of 
photographers like myself. Just because you have a 
deluxe BMW doesn’t mean you know how to drive,” 
she often jokes to brokers.

The brokers we talked to agree.

“People shop with their eyes 
before they shop with their 

heads! ”
Danielle Bolduc,  

Agency Executive Officer

“Each to his own trade! Having a good camera is not 
enough. You only have one chance to make a good first 
impression, so you cannot afford to have inadequate 
photos. This is why our brokers use professionals for 
their photos,” comments Mehdi Jamal, Executive Officer 
of RE/MAX V.R.P. agency.

Danielle Bolduc, Executive Officer of Via Capitale 
Québec Champlain agency, agrees: “The era of brokers 
taking their own photos is over, because now the first 
contact that buyers have with a property is on the 
internet. A professional photographer will make sure all 
the details are right (toilet lids down, angles, optimized 
decor, lighting, etc.).” And, she reminds us, “people shop 
with their eyes before they shop with their heads!” 

Videos are not yet the norm, according to the brokers 
consulted. This is confirmed by Mrs. Rhéaume, who 
quips: “I don’t know anyone who shops for a house on 
YouTube!” However, the demand for aerial photography 
is increasing rapidly (see article on drones).  
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Their wow effect is undeniable, due to the quality of the aerial images  
they can generate at minimal cost. 

It’s not surprising that drones are really taking off in Québec real estate!

DRONES:  
more than gadgets

Did you say “drone”?
Traditionally, aerial photos were reserved for prestige 
properties and were taken using airplanes or sophisticated 
and costly flying machines. But in this field as in others, 
things have evolved very quickly, which has driven costs 
down. This has made aerial imagery much more widely 
available. 

They’re called “drones”, but they don’t have much to do 
with unmanned military aircraft. These devices often cost 
less than $1,000 and look more like miniature helicopters 
equipped with a digital camera that takes pictures or 
videos. There are dozens of models available on the 
market. 

Even though their use in real estate is very recent, a quick 
search on the web produces several Québec firms that 
offer this type of services to real estate brokers. In many 
cases, the services are offered by photographers, or by 

aerial photo firms that have added this tool to their range 
of services. The cost varies, but expect to pay around $200 
for a few photos, or more depending on the flight time 
required.

Francis Mireault Fauvel is a 28 year-old real estate broker 
working for the RE/MAX T.M.S. He works with a 
residential clientele in the Sainte-Anne-des-Plaines area. 
He has been using a drone for a little while now to 
showcase some of his properties: “When we have a 
property that has a large lot, or that is strategically 
located, or near a lake or mountain, I ask my photographer 
to use her drone to showcase the surroundings.” And 
contrary to what you might think, this young broker does 
not limit the use of the drone to his most expensive 
listings: “We also use the drone for homes in the $200,000 
to $250,000 range if the surroundings warrant it.” 

Profession BROKER – Winter 2014-2015
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Today, this broker could not do without this additional 
marketing tool. And he’s not alone. Mehdi Jamal, Executive 
Officer of RE/MAX V.R.P. agency in Saint-Eustache, 
confirms their popularity with his brokers: “We use them for 
our aerial photos. It is a growing market, and it is becoming 
increasingly affordable. Our photographers use them mostly 
to show the surroundings.”

While the use of drones is becoming popular among real 
estate brokers, the same is true of building inspectors. 
Surveying firms have also started using drones in their 
work.

Evolving regulations
For now, the purchase of these devices is not subject to any legal 
restrictions: anyone can buy these toys for their personal use. 
However, to fly what Transport Canada calls an unmanned 
aerial vehicle (or UAV) for commercial purposes, you need to 
apply for a Special Flight Operations Certificate (SFOC) from 
Transport Canada. To obtain one, you need appropriate civil 
liability insurance, among other requirements.

This federal Department has created a working group to ease 
the regulations, deemed too restrictive by some. But the govern-
ment body will also look at a lesser-known aspect of drone use: 
the increasing number of incidents reported. This is because, 
as confirmed by Marie-Andrée Rhéaume, a photographer spe-
cializing in real estate, controlling these devices requires real 
expertise, which can only be acquired through experience.

The future
Photographer Marie-Andrée Rhéaume uses a drone, and she 
loves the image quality it produces. The next step in real 
estate, in her opinion and those of the two brokers consulted: 
using a more sophisticated drone to show the route from the 
highway to the home, highlighting the various services along 
the way (grocery store, school, park, etc.). 

As we can see, drones already have multiple applications, 
and these will likely increase with time. In the U.S., it is 
expected that their use will generate economic impacts of 
$82 billion by 2025 and create 100,000 jobs (source: 
Association for Unmanned Vehicle Systems International).

Advantages  
of drones  
in real estate 
According to brokers who use them:

• They take images at the right height and 
angle to showcase a particular aspect of a 
property;

• Offering this novelty is another way to stand 
out;

• Operating costs are very low: about $200 for 
a few photos;

• They show aspects of a property that are 
impossible to see otherwise: lot, surround-
ings, distance from the neighbours, condi-
tion of the roof, etc.  

Photo: Marie-Andrée Rhéaume

https://www.tc.gc.ca/eng/civilaviation/standards/general-recavi-uav-2265.htm
https://www.tc.gc.ca/eng/civilaviation/standards/general-recavi-uav-2265.htm
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ZOOM
Here are a few excerpts from recent articles published by the OACIQ.
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As a broker

Am I entitled to 
remuneration when  
I become a lessee, a buyer  
or a borrower?
The answer is no. You are not entitled to any remuneration 
when you: 

 • become a lessee;

 • purchase an immovable or an enterprise;

 • take out a mortgage loan; or

 • renew your mortgage. 

A question of control
The answer again is no if the lessee, the buyer or the 
borrower is a partnership or a legal person (business 
corporation) under your control.

To find out if a legal person or partnership is under your 
control, you need to determine if your situation (for instance 
if you hold the majority of voting shares) allows you to have 
direct control over the decision-making. In some cases, the 
opinion of a legal expert may be required.

To read the rest of the article:  
Synbad, article No. 124684.

https://synbad.com/en/articles/am-i-entitled-to-remuneration-when-i-become-lessee-buyer-or-borrower
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The control of a corporation and  
the right to remuneration
The Real Estate Brokerage Act provides that when a broker has the control 
of a corporation and that the corporation acquires an interest in an immov-
able, the broker is not entitled to his remuneration. Upon receipt of a 
remuneration invoice for such a purchase, the agency representing the seller 
often seeks to determine whether or not the said broker had the control of 
the corporation. To do this, it must examine the concept of control, which 
can be quite complex.

This concept includes two aspects that need to be taken into account: de jure 
control and de facto control.

De jure control
In Canadian and Quebec corporate law, the law grants the control of the corpo-
ration to the person whose majority shares enable him to elect the majority of 
directors of that corporation.

To determine if such control exists, the following elements should be 
considered:

1. The incorporating documents governing the corporation  
(letters patent, statutes, by-laws, etc.);

2. The corporation’s share register (proportion of voting shares, etc.).

This is primarily a literature review of the incorporating documents of the 
corporation. For example, a director with 90% of voting shares will be 
deemed to have the control.

A broker who does not have the majority of shares and therefore has no de 
jure control of the corporation could, in some situations, be considered as 
having de facto control of the corporation.

De facto control
The courts have had to address some cases where a person had de facto 
control of a corporation. In one of these cases, the children had the majority 
of shares, but the father continued to manage all the commercial and 
financial aspects of the business. Indeed, a resolution granted him the title 
of general manager and specified that he could acquire, sell or mortgage the 
corporation’s assets, borrow on its behalf, or purchase the necessary 
equipment for operations. The court concluded that despite holding only 
0.2% of shares, the father had de facto control of the corporation.

To read the rest of the article: Synbad, article No. 124742.

https://synbad.com/en/articles/the-control-of-corporation-and-the-right-to-remuneration
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Special practices  
in commercial real estate 
brokerage
During the review of requests submitted to it, the Assistance 
Department noted that certain practices used in commercial 
real estate brokerage do not promote collaboration or go 
against the regulations. The aim of this article is to inform 
commercial real estate brokers of good practices to be adopted 
to avoid certain disputes. Here are a few examples:

Concluding a written agreement (verbal 
agreements should be avoided)
To perform certain brokerage operations such as market-
ing, representation or advertising, the broker must be 
expressly authorized in writing by the person or company 
for whose benefit he undertook to perform such an oper-
ation. However, it is not uncommon to note that there is no 
written contract.

In addition, the broker is required to submit a copy of the 
duly signed contract, including all the mandatory statements 
set out in the Regulation respecting contracts and forms. 
This supports the broker’s obligation to record in writing the 
rights and obligations of the parties.

Collaboration issues usually result from the fact that the 
broker with no written agreement is unable to guarantee 
the remuneration of the broker collaborating in the 
transaction, or does not have all the information to carry 
out an effective marketing and consequently send that 
information to a broker who requests it.

Therefore, always remember to have your clients sign a 
contract. Standard forms are available on InstanetFormTM.

To read the rest of the article: Synbad, article 
No. 124744.

Informing clients  
of the remuneration 
sharing conditions
It is well known that activities are particularly 
diverse in commercial real estate brokerage. 
The fact remains that, in order to expedite a 
transaction, a broker or agency executive 
officer who offers to sell or lease an immovable 
or enterprise, in whole or in part, must 
collaborate with any other licence holder who 
so requests. He must also offer the collaborating 
broker reasonable remuneration sharing terms, 
agreed upon between them in advance.

[…]

A simple and effective way
The best way to inform clients in writing of the 
remuneration sharing terms is to include them 
in the brokerage contract.

If you use one of the brokerage contract forms 
edited by the OACIQ, simply complete the 
appropriate fields.

To read the rest of the article: Synbad, 
article No. 124754.

https://synbad.com/en/pages/electronic-forms
https://synbad.com/en/articles/special-practices-in-commercial-real-estate-brokerage
https://synbad.com/en/articles/special-practices-in-commercial-real-estate-brokerage
https://synbad.com/en/articles/informing-clients-of-the-remuneration-sharing-conditions
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Mortgage Broker 
Practices Score Well on 
Regulator Suitability 
Report
Toronto (Ontario), September 8, 2014 – A 
report from the Mortgage Broker Regulators’ 
Council of Canada (MBRCC) should help bolster the 
confidence borrowers have in the services being 
provided by mortgage brokers in Canada. The report 
indicates that most mortgage brokers work to direct 
their residential clients toward suitable mortgages. 
However, the report also notes that there is still 
room for improvement in a number of areas.

Canada’s mortgage broker regulators have identified 
mortgage suitability as a priority and a concern that 
is shared across the provinces. “Unsuitable mort-
gages can have a devastating financial impact on 
borrowers and their families,”  MBRCC Chair Kirk 
Bacon said. “We’ve also seen national economies 
around the world suffer when too many households 
are stuck with unsuitable mortgages.” The report 
confirms that mortgage brokers have an important 
role in ensuring that the mortgages Canadians 
receive are suitable.

The MBRCC met with a number of industry 
associations to map out the role and activities of 
mortgage brokers in new residential mortgage 
transactions. They gathered information to develop 
a benchmark understanding of the processes and 
practices mortgage brokers ought to employ to 
ensure the mortgage advice and options they provide 
are suitable for their clients.

To read the rest of the article: Synbad, 
article No. 200286.  

http://www.oaciq.com/en/articles/mortgage-broker-practices-score-well-on-regulator-suitability-report
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Mortgage  
brokerage

Client referrals:  
a regulated practice

A real estate contractor or developer giving a client the 
name and contact information of a mortgage lender, or 
otherwise putting the two in contact, when this is done 
in exchange for remuneration, whether direct or indirect, 
in the form of money or benefits, and whether this 
remuneration comes from the lender, the borrower or from 
anyone else, is a regulated activity under the Real Estate 
Brokerage Act (hereafter the “Act”). To engage in this type 
of transaction, a person must be the holder of an OACIQ 
licence or be covered by an exception under the Act. 

A real estate contractor or developer who refers a client 
to a financial institution (bank, credit union or other) in 
exchange for remuneration is illegally engaging in a real 
estate or mortgage brokerage activity, which is subject 
to fines of up to $20,000 for a natural person and up to 
$40,000 for a legal person. The manager or representative 
of such contractor, if for example he has authorized 
or advised the commission of this violation, can also 
sometimes be liable to a fine.

In addition, when a contractor or promoter refers clients 
to a broker to obtain a loan secured by immovable 
hypothec, the broker cannot pay him any compensation 
or share his remuneration with him. That is because the 
act of referring a prospective client to a broker in order to 
conclude a real estate or mortgage transaction in exchange 
for remuneration constitutes a brokerage activity. In order 
to do so, a person must be the holder of a broker or agency 
licence, without exception. A broker cannot share his 
remuneration with someone who is illegally carrying on or 
attempting to carry on brokerage activities, nor encourage 
such illegal practice in any way.

A broker who violates this rule can be subject to disciplinary 
measures.

First advertising campaign on mortgage 
brokerage: don’t miss the article  
The public clicked! (p. 6)

Did you read the article: “Mortgage 
Broker Practices Score Well on 
Regulator Suitability Report” in the Zoom 
of this issue? (p. 34)

Another recent article in Synbad:

Article No. 124774: The commercial 
mortgage brokerage: a specific field  
of practice

Comments, information, 
suggestions? Write to us at  
info@oaciq.com.  

https://synbad.com/en/articles/the-commercial-mortgage-brokerage-specific-field-of-practice
mailto://info@oaciq.com
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In the field

The BCS and the buy-back by 
the co-owning spouse
Mrs. Tremblay and Mr. Rashid are in the process of separating and decide to sell their ranch-style house, which 
they bought together three years ago. They sign an Exclusive brokerage contract – Sale (BCS)  with Mr. Gagné,  
real estate broker. Two months later, Mrs. Tremblay wishes to buy back her spouse’s share. 

Several questions arise:

• Can the broker claim remuneration under the brokerage contract? 

• Will this remuneration be calculated on the full price of the property or on the spouse’s share only? 

• How should the promise to purchase be drafted when buying back the spouse’s share of an undivided 
co-ownership property?

Mr. Gagné discusses this with his agency executive officer. Since this is a rather unusual situation, the agency 
executive officer decides to talk to an information agent from the OACIQ Info Centre to get clarification.



Obligations under the  
brokerage contract  
and remuneration
First, the information agent from the OACIQ Info Centre 
will ask if, when the brokerage contract was signed, the 
sellers discussed their situation with the broker and the 
possibility that one might buy back the other’s share. 

The information agent will remind the AEO that when 
taking up a brokerage contract, the broker plays a crucial 
role in establishing a climate of trust. He must explain the 
clauses of the Exclusive Brokerage Contract –  Sale form 
that he is having the clients sign, including clause 8.7, 
which provides the opportunity to clarify the situation 
between the parties (separation context), and thus to 
broach the possibility of one of the spouses buying back 
the other’s share. 

The broker must also inform his clients that his role is to 
protect their interests and protect the confidentiality of 
their personal information, in accordance with his ethical 
rules. The broker must promote transparency in order to 
protect the interests of the sellers.

If the intention to buy back 
the spouse’s share had been 
discussed when the brokerage 
contract was signed
If, when the brokerage contract was signed, the sellers had 
discussed with their broker the fact that they were 
separating, and if the broker had asked, as was his duty, 
about the possibility of one spouse buying back the other’s 
share, the broker could have come to an understanding 
with them concerning the sale of the property. He could 
have agreed to reduce his remuneration if this situation 
occurred. 

Such an agreement would have been included in the 
brokerage contract. The seller’s broker would then have 
disclosed to all other brokers without delay, via the 
detailed description sheet, the fact that the spouse could 
buy back the undivided shares of the other. The seller’s 
broker would also have notified without delay any buyer’s 
broker collaborating in the transaction that a promise to 
purchase was received from the spouse.

One of the spouses could also have been excluded from the 
brokerage contract, by inserting the following standard 
clause:

“This brokerage contract does not apply regarding 
any promi se to purcha se presented on the 
IMMOVABLE by the person(s) hereinafter designated, 
and accepted by the SELLER within _____ days 
following the signing of the brokerage contract: 

.

The SELLER undertakes to keep the AGENCY or the 
BROKER informed without delay, in writing, if such a 
promise to purchase is received.

As soon as all the conditions of this accepted promise to 
purchase have been fulfilled, with the exception of the 
signing of the deed of sale, the SELLER shall notify the 
AGENCY or the BROKER without delay, in writing. This 
contract shall be terminated by operation of law as of the 
receipt by the AGENCY or the BROKER of such written 
notice, and no remuneration referred to in clause 7.1 of 
the brokerage contract will be due to the AGENCY or the 
BROKER by the SELLER.”

Since the intention to  
buy back surfaces once the  
brokerage contract is already 
in progress
If the issue of the buy-back was not discussed when the 
brokerage contract was signed but is brought up during the 
performance of the contract, as in this case, an agreement 
could still be made between the broker and the sellers 
regarding a reduction in remuneration. In this case, the 
agreement would have to be entered on a mandatory 
Amendments form.

The information agent reminds the AEO that the sellers 
have the following obligation under the brokerage contract 
they have signed:

8.7 The seller shall keep the agency or the broker informed 
of any change in his financial situation or any situation 
that could compromise the performance of this 
contract, including concerning his marital status.
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https://synbad.com/en/pages/standard-clauses-brokerage-contract#1.7
https://synbad.com/en/pages/standard-clauses-brokerage-contract#1.7
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In case of disagreement between the parties concerning 
remuneration, based on the facts of the case a court could conclude 
that the broker is entitled to his full remuneration, on the grounds 
that the object of the brokerage contract was fulfilled (clause 2.1 of 
the brokerage contract to sell), that the sellers did not comply with 
their contract obligations and that they, consequently, 
compromised the performance of the brokerage contract. 

A court could also conclude otherwise if the broker had not 
provided all the necessary information to the sellers. In short, to 
avoid any dispute, the broker should encourage his clients to 
discuss this as soon as possible, at the signing of the contract. 
There is an old adage that says that the worst agreement is still 
better than the best of trials.

Drafting of the promise  
to purchase
If the parties agree and the situation is not a problem, the broker 
could record the agreement in writing in a promise to purchase 
form (PP or PPU), adapting as necessary based on the specifics of 
the buy-back of the spouse’s undivided shares. In this context, the 
broker should then take the property off the market and explain 
to the couple that he is now representing both parties to the 
transaction, making sure that both are comfortable with this 
situation. If not, the broker should terminate the contract and 
explain to his clients the reasons why he can no longer represent 
them, and agree on some sort of compensation to avoid any 
controversy regarding the right to remuneration. In all cases, the 
broker can decide to refer his clients to a legal advisor. 

The agency executive officer thanks the OACIQ Info Centre 
information agent for the relevance of the information provided, 
which will be useful not only to Mr. Gagné, but also to any other 
broker in his agency faced with this special situation.  

http://michaelconcister.com/
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Scenario

On September 1, Jean Latour signs a brokerage contract with you for the sale of his triplex. All dwellings 
are leased, and all leases run until June 30. On December 8, you receive a Promise to purchase from Paul 
Briand, conditional upon repossessing one of the dwellings as of July 1. You present the promise to 
purchase to your client, who accepts it on December 10. The deed of sale is signed on January 15.

On February 1, the new owner sends a Notice of repossession of a dwelling to one of the lessees in order 
to take it back by July 1. The lessee notifies the owner of his refusal to vacate the dwelling, arguing that 
he did not receive the Notice in time. On March 1, you receive a formal notice from Paul Briand’s lawyer. 
He is claiming damages, stating that his client, per his declaration and condition in the Promise to 
purchase, had made repossessing a dwelling an essential element of the contract, and that you committed 
a professional fault by not making sure that this could be done for July 1.

Sale of a multiplex

Successfully repossessing 
a dwelling
By Me Judith Cormier 
Lawyer and commercial mediator in private practice



According to the Civil Code of Québec, repossession of a 
dwelling is possible under very specific conditions. That is 
because pursuant to the lessee’s right to maintain occu-
pancy under the law, repossessing a dwelling is an exception 
that is strictly regulated. These conditions are as follows:

A) Only the owner of the immovable may repossess 
a dwelling. A prospective buyer with an accepted Promise 
to purchase cannot send the Notice of repossession to the 
lessee. He must be the OWNER of the immovable.

B) He must be sole owner, or co-owner with his 
spouse. This excludes co-owners who are not spouses, for 
example two friends, two brothers, etc.

C) As a residence for himself, or for ascendants or 
descendants in the first degree, or for any other 
relative or person connected of whom the lessor is 
the main support. This excludes grandparents, grand-
children, brothers and sisters, or friends..

D) Where the term of the lease is 12 months, the 
Notice of repossession of a dwelling must be given 
at least six months before the end of the lease. For 
a 12-month lease that ends on June 30, the Notice must be 
received by the lessee by December 31 at the latest.

E) Within one month of receiving the Notice, the 
lessee must notify the lessor as to whether or not he intends 
to comply. If he does not respond, he is deemed to 
have refused.

F) If the lessor owns another dwelling that is vacant 
in the neighbourhood that is of the same type as that 
occupied by the lessee, the lessor may not repossess 
the dwelling without the lessee’s consent.

So what can be done to protect 
all the parties?
As soon as a Promise to purchase is received with a condi-
tion concerning the repossession of a dwelling, it is 
imperative to check the conditions of such repossession. In 
our example, Mr. Briand being the sole buyer, he meets the 
criteria of sole ownership. However, because of the closing 
date (January 15), and the lease end date (June 30), it was 
not possible for him to send the Notice by the required 
deadline.

In this situation, two options are possible:

 • Bring the closing date forward before December 31 
so that the Notice can be sent in time by the owner, 
i.e. by December 31;

 • Negotiate with the lessee to obtain his written 
consent to terminate the lease and vacate the 
dwelling by June 30.

Words vanish, writing 
remains!
Make sure you have a written document signed by the lessee 
specifying that he: 

 • waives receipt of the Notice of repossession of a 
dwelling; 

 • accepts to terminate his lease; and

 • will vacate the dwelling by June 30. 

This negotiation can be done for a monetary consideration 
that the buyer or the seller, as the case may be, must under-
take to pay to the lessee. In addition, if the lessee lives with 
a spouse or a friend, the document must also be signed by 
the person living with the lessee.

Also read

• Article No. 122373 : The lessee’s right to 
maintain occupancy and the repossession  
of a dwelling by the owner.

• Standard clause 3.3: Lease cancellation 
agreement.  

https://secure.oaciq.com/articles/droit-du-locataire-au-maintien-lieux-et-reprise-logement-proprietaire
https://secure.oaciq.com/articles/droit-du-locataire-au-maintien-lieux-et-reprise-logement-proprietaire
https://secure.oaciq.com/articles/droit-du-locataire-au-maintien-lieux-et-reprise-logement-proprietaire
https://secure.oaciq.com/articles/clauses-types-8#3_3
https://secure.oaciq.com/articles/clauses-types-8#3_3
https://synbad.com/en/articles/the-lessee-s-right-to-maintain-occupancy-and-the-repossession-of-dwelling-by-the-owner
https://synbad.com/en/pages/standard-clauses-promise-to-purchase#3
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Column

Commercial real estate 
brokerage

The new IPMS international 
measuring standard is here!
In commercial real estate, measurements are a key aspect of the rent 
negotiation, since rents are calculated per square footage. So when 
the measuring standard changes, the whole field must adjust. This is 
the scope of change that the advent of a new international standard 
will bring to the world of commercial and industrial real estate 
brokerage. Jacques Métivier, Vice Chair of Landmark Properties Inc., 
is well versed in this new development and has talked with us.

Why this change when the current BOMA standard seemed to be 
doing the job? “In North America, we are well-disciplined, says Mr. 
Métivier. But measurement standards are interpreted differently 
depending on where you are in the world, sometimes resulting in 
major differences in rent calculation. From there came the idea of 
having an international standard overseeing regional rules where 
they exist, and establishing rules where none exist.”

The biggest difference with the new standard, called IPMS (Inter-
national Property Measurement Standard), is that it defines more 
clearly what constitutes common spaces: hallways, restrooms, etc. 
“IMPS describes very clearly eight components that can be used to 
define common spaces, where relevant.” 

The official version of the new IPMS standard should be officially out 
by the time you read these lines. However, Mr. Métivier does not fore-
see any drastic change for the moment. “There is a very good chance 
that it will eventually become the standard adopted by everyone, 
because for major investors, having a single standard really simpli-
fies things. But I think implementation will take place gradually, over 
the next five to 10 years.” 

What are the foreseeable impacts of this implementation for 
commercial real estate brokers? “I do not foresee much change in 
the way brokers work, because measurement results should not be 
different under the new standard.”

http://www.bomacanada.ca/resources/standards.html


In this issue, the following articles may be of interest to 
you:

-  Sale of a multiplex: Successfully repossessing  
a dwelling (p. 40)

-  Special practices in commercial real estate  
brokerage (p. 33)

Recent articles in Synbad:

-  Informing clients of the remuneration sharing 
conditions

           For the full text: Synbad, article No. 124750.

Comments, information, suggestions?  
Write to us at info@oaciq.com.  

Measurement standards: from 
BOMA to IPMS
In Canada as elsewhere, the need to standardize 
measuring norms for leased spaces in commercial and 
industrial buildings began being felt at the beginning of 
the 20th century. In this country, industry leaders created 
BOMA, the Building Owners and Managers Association, 
to adopt a common measuring standard: BOMA Z65.1. 
The standard was further defined in 1996, and has been 
continually updated since. Today, the BOMA standard is 
present in North America and nine overseas countries. 
In la belle province, BOMA Québec  brings together 
commercial building managers who manage 85% of Class 
A office buildings. 

With globalization however, the need to further normalize 
measuring standards led, at a meeting of World Bank 
stakeholders in Washington in 2013, to the creation of a 
new organization: the International Proper t y 
Measurement Standard (IPMS) coalition. 

Like 43 other similar organizations in the world, the 
members of BOMA Canada were involved in the 
development of the new IPMS standard. Actually we 
should refer to the plural, standards, because eventually 
all building types (industrial, office, residential and 
condos) will have their own IMPS standard, as they 
currently have under BOMA.

However, Mr. Métivier says that the added details 
obtained with the new IPMS standard could become 
as many items for negotiation. He gives the following 
example: “If an owner calculates a mechanical room 
or a cafeteria as common spaces for which the lessee 
must pay, the lessee may not want to share in this 
space, whereas someone else could decide otherwise. In 
the end, the market will determine what is or isn’t 
acceptable,” he concludes.

But, he insists, this implementation will happen 
gradually: “In the meantime, the BOMA standard does 
the job very well.” In short, regardless of the standard, 
the objective remains for properties to be evaluated 
based on fair measurements.
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REAL  ESTATE  BROKERS  

Selling  a  property  in  which  you  have  an  interest  –  think  carefully    
  

  
  
The   FARCIQ  professional   liability   insurance   policy   provides   a   guarantee   to   brokers  
and  real  estate  agencies  for  claims  relating  to  compensatory  damages  awarded  for  an  
error  committed  in  the  performance  of  professional  duties.  
  
Of   course,   the   scope   of   the   guarantee   is   affected   by   the   nature   of   the   insurance  
contract.   In  order   to  be   covered,   the  professional   services  must  be  provided   to   third  
parties.  You  will  note   that   this  obligation   is  also   included   in   the  Real  Estate  Brokerage  
Act.  Article  1  of  the  Law  defines  the  field  of  practice  of  real  estate  agencies  and  brokers  
in  the  following  way:  
  

“1.  This  Act  applies  to  any  person  or  partnership  that,  for  others  and  in  return  for  
remuneration,  engages  in  a  brokerage  transaction  relating  to:  
  
[…]”  

  
Consequently,   the   FARCIQ   policy   is   not   applicable   when   the   insured   is   one   of   the  
parties   in   the   brokerage   transaction.   The   insured   is   no   longer   an   intermediary   as  
defined  in  the  policy  and  the  Act.  He  becomes  one  of  the  parties  to  the  transaction  or  
to  the  contract  under  consideration.  Consequently,  potential  claims  against  him  in  this  
sort  of  situation  will  not  be  accepted  by  the  Insurance  Fund.  It  is  better  to  think  twice  
before  putting  your  own  home  on  the  market.  
  
This  rule   is  not   limited  to  properties  which  the   insured  owns   in  whole.   It  extends   to  
other  types  of  brokerage  transactions.  Exclusion  2.03  m)  of  the  policy  reads  as  follows:  
  

“2.03  -‐‑  EXCLUSIONS:  The  following  are  excluded  from  the  guarantee:  
  
[…]  
  
m)    Claims  arising  from  a  real  estate  brokerage  transaction  in  respect  of  a  property  

or  a  right  in  which  an  Insured  has  an  interest:    
  

i)     as  the  owner  of  more  than  a  10%  interest;  or    
ii)     if   such   property   or   right   is   held   by   a   company,   as   a   shareholder   holding  

more  than  10%  of  the  voting  shares;  or    
iii)    as  a  creditor  having  a  real  right  in  such  property  or  right.”  

     
HYPOTHESES  

  
SALE  OF  A  PROPERTY  AS  OWNER  
  
The   prohibition   contained   in   the  
policy  applies  to  the  sale  of  a  property  
or   a   right   in  which  an   insured  has   an  
interest   as   owner   of   more   than   10%.  
This   means   the   exclusion   applies   to  
situations   in  which   the   insured   is  one  
of   the   co-‐‑owners   of   the   property,   to  
the   extent   that   the   interest   in   the  
property  is  greater  than  the  percentage  
estab-‐‑lished   by   the   policy.   This  
includes   the   case   of   assets   held   as  
coproprieties.  
  
Note   also   that   no   insurance   coverage  
is   available   to   a   real   estate   agency  
when   one   of   its   brokers   sells   a  
property  or  right  in  which  he  has  such  
an   interest.   The   agency   must   be  
careful   about   this.   It   is   strongly  
suggested   that   agencies   adopt   a  
management   policy   of   this   type   of  
situation.   This   management   policy  
could,   in   particular,   require   that   the  
seller’s  broker  not  be  the  person  hold-‐‑
ing   an   interest   in   the   property,   or,  
more   simply,   inform   the   consumer   at  
the   time   of   the   disclosure   notice,   that  
no   insurance  coverage   is  applicable   to  
the  transaction  under  consideration.  
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The  above  elements  are  the  only  limitations  of  the  insurance  policy  with  regard  to  the  
sale   by   brokers   of   real   properties   in   which   they   hold   an   interest.   This   means   that  
claims  from  the  following  brokerage  transactions  are  covered  by  the  guarantee:  
  

 the  sale  of  a  spouse’s  property,  to  the  extent  that  the  insured  holds  no  interest  
in  it;  

 the  sale  of  a  property  belonging  to  a  relative,  no  matter  the  family  connection.  
  
Determination   of   insurance   coverage   in   a   given   context   depends   essentially   on   the  
facts  of  each  file.  Consequently,  grey  zones  remain,  for  which  analysis  must  be  more  
finely  made.  Examples   include   the  application  of   rules   relating   to   family  patrimony,  
and  the  settling  of  estates.  
  
In   case   of   doubt   about   applicable   insurance   coverage,   it   is   best   for   the   insured   to  
contact  FARCIQ  to  present  the  nature  of  the  transaction  under  consideration.  He  can  
then  obtain  the  necessary  information,  which  will  eliminate  many  problems.  
  
  
  

IN  SUMMARY    
  
  
  
  
  
  
  
  
  
  
  
  
  
  
  
If   you   have   any   questions   or   comments   regarding   your   professional   liability  
insurance,  write  us  at  assurance@farciq.com.    

  
HYPOTHESES  (continued)  

  
SALE  OF  A  PROPERTY  BY  A  
CORPORATION  
  
What   is   forbidden  to  be  done  directly  
cannot   be   done   indirectly.   The   prohi-‐‑
bition   contained   in   the   policy   applies  
to  the  sale  of  a  good  or  a  right  held  by  
a   corporation   where   the   broker   or  
agency   holds   more   than   10%   of   the  
voting  shares  of  the  business.  
  
The   comments   formulated   above  
regarding   coverage   for   real   estate  
agencies   apply   fully   to   the   sale   of   a  
property   by   a   corporation.   The   vig-‐‑
ilance  requirement  must  also  apply.  
  
  
CERTAIN  DEBTS  
  
In   order   to   preserve   the   complete  
independence   of   real   estate   agencies  
and   brokers,   the   policy   extends   the  
prohibition  to  transactions  related  to  a  
property   or   a   right   in   which   the  
insured   party   holds   an   interest   as   a  
creditor.   In   particular,   this   is   the   case  
of   the   sale   of   a   property   encumbered  
by  a  mortgage  held  by   the   real   estate  
agency  or  broker.  
  
Vigilance   must   be   applied   to   this  
scenario   as   well.   Consequently,   no  
coverage  is  provided  to  the  real  estate  
agency  in  this  type  of  transaction.  
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Self-inspection 2014:

ALREADY JANUARY!
Send your documents to the Inspection Department 
by March 31, 2015 AT THE LATEST

Please send your Register of disclosure 
notices or your Annual trust transaction 
report by fax to 450 676-4095 or by email 
to inspection@oaciq.com.

 • 2014 ONLINE Self-Inspection 
questionnaire

 • Annual trust transaction report  
for 2014

 • Register of disclosure notices  
for 2014

Who must file these documents?

All agencies and all brokers acting on their own account, 
regardless of their field of practice, even if they were 
recently or are soon to be inspected by an inspector from 
the Inspection Department. 

IMPORTANT: If you are a broker working for an agency, 
you do not have to file these documents.

2014 ONLINE Self-Inspection 
questionnaire:

All agencies and all brokers acting on their own 
account holding a valid OACIQ licence must complete 
one.

Note: This questionnaire must be completed and sent 
electronically via our oaciq.com website, in synbad.com.

Annual trust transaction report 
for 2014:
All agencies and all brokers acting on their own 
account who had activity in their trust account in 2014 
must file a report. Don’t forget to include all your 2014 
bank statements.

Note : If you are an agency that has delegated its obliga-
tions regarding the opening and maintaining of a trust 
account to another agency, you do not have to file this 
report; the other agency will do it for you.

Register of disclosure notices 
2014:

All agencies (or any of their brokers) and all brokers 
acting on their own account who, in accordance with 
their obligation to disclose, issued a notice of disclo-
sure when involved directly or indirectly in a transaction 
for the purchase, sale or exchange of an immovable or 
an enterprise, or acted as a lender for a loan secured 
by immovable hypothec, must file this document.

NEW TOOL
To send your documents securely, log in to Synbad, 
select the tool “Sending documents to OACIQ” and 
follow the instructions.

You may also send your documents by fax to 450 
676-4095 or by email to inspection@oaciq.com.  

https://synbad.com/en/members
http://www.oaciq.com/en
mailto:inspection@oaciq.com
https://synbad.com/en/sending-documents
mailto:inspection@oaciq.com


Coming soon

These are the continuing education activities scheduled for 
winter 2015. Most of them are or will be available by the 
end of winter.

CORE CONTENT

Continuing education webinars:

• Les déclarations du vendeur – 2 CEUs;

• Les délais prévus aux formulaires – 3 CEUs;

• Les règles de base en financement  
hypothécaire – 3 CEUs;

• Identification et vérification d’identité :  
savoir à qui on a affaire – 2 CEUs;

• The seller’s declarations – 2 CEUs;

• Workshop on timelines on forms – 3 CEUs;

• The basic rules of real estate mortgage  
financing – 3 CEUs;

• Identification and identity verification:  
knowing who you’re dealing with – 2 CEUs;

Online education activities:

• La copropriété divise: utilisation des formulaires – 
3 CEUs;

• Divided co-ownership: use of forms - 3 CEUs;

SPECIALIZED CONTENT

Online education activities:

• Radon : pour mieux conseiller vos clients – 1 CEU;

• La signature électronique – 1 CEU;

• La gestion électronique des documents – 1 CEU;

• Médias sociaux : évitez de naviguer en  
eaux troubles – 1 CEU;

• Radon: to better advise your clients – 1 CEU;

• The electronic signature – 1 CEU;

• Electronic document management – 1 CEU;

• Social media: avoid navigating through  
rough waters – 1 CEU;

Check the calendar of trainings in Synbad for dates.  

https://synbad.com/en/pages/calendar-of-trainings-upcoming


What is your opinion  
of Profession BROKER?
DO YOU HAVE ANY SUGGESTIONS  
OR COMMENTS?

Write to us! ︱ info@oaciq.com

mailto:info@oaciq.com



